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Major Teaching Ob,jective 

To develop in the student an understanding of the qualities necessary 
for employment advancement in agricultural occupations 

Suggested Time Allotments 

At school 

Class instruction 
Laboratoiy experience 

Total at school 



Occupational experience 

Total for module 
Suggestions for Introducing; the Mod~ule 

The students need to understand how relations with people influence the 
selling process. Selling remains the most tangible link in the chain of 
supplying agricultural products to customers. Each link in the merchan- 
dising process depends on the ability of people to communicate and thus 
coordinate the business operations. The efficiency of a business enter- 
prise is largely determined by the effectiveness of the relations be- 
tvreen people. This is the reason why human relations in a business are 
so important. 

A student who desires to become competent in an agricultural business 
needs to realize that his personal traits and ability to work effectively 
with others will determine his. value to the business. This in turn will 
determine how well he will be paid for his duties and how rapid he will 
advance in his position. 

There are four basic types of human relations situations that an employee 
in an agricultural occupation will encounter. They are; 

1. Employer- employee relations 

2. Supervisor- employee relations 

3 . Employee- employee relations 

4. Customer- employee relations 

The relationships between employees and employers will differ from busi- 
ness to business. Give the students an opportunity to suggest the human 
relationship characteristics that employers desire in enployees. Do 
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these give any clues as to ’v'.’hy employees might he dismissed from their 
occupations? Does this suggest reasons why employees may terminate 
their employment volimtarily?.. Prepare for classroom distribution the 
following table on which students may categorize their responses. 

Reasons Why Employees Leave Their Jobs 

oyer Reasons 



1 . 

2 . 

3 * etc. 



1 . 

2 . 

3 . etc. 

After the students have corpiled their ideas on why eniployees are dis- 
missed or have quit, invite local employers to speak to the class and 
have them give their reasons why employees are dismissed or why employees 
terminate their employment. A panel of employers will be more effective 
than a single employer, 

T^hen both lists are complete, note the number of instances in which the 
reason had to do with the personal relations of the employee. Discuss 
the synptoms of dissatisfied employees and employers. Relate these 
symptoms to real causes of personal problems in a business. The 
enployers might be v^illing to relate incidents of personal problems that 
employees of their businesses might have experienced. 

Supervisor- enployee relations might be identical to employer- employee 
relations. Indeed, the supervisor might be the employer. In many busi- 
nesses, however, employees are responsible for their activities to an 
individual who is not the employer. Discuss with the class how these 
relationships might differ from those with the employer. What are some 
of the problems that can develop v/hen the employer and the supervisor 
are two different individuals? What should the supervisor expect from 
the employees for v 7 hom he is responsible? 

Point out to the students that they must develop a harmonious working 
relationship with employees as well as with the enployer or supervisor. 
Some employees can work with everyone; others cannot work with anyone. 
Identify v?ith the class those human Graits found in people that make 
them easy or difficult to work with. Successful employees may be 
invited to the class to discuss the problems they have encountered in 
working with other employees and the techniques they have discovered 



Student R es sons 

Employees Quit 

1 . 

2 . 

3. etc. 

Employees Dismissed 



1 . 

2 . 

3. etc. 
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to "be effective in helping them to "get along'* with all employees. Do 
all eD 5 )loyees need the same kind of human relatior traits? Would 
enployees tend to have different reasons for dismissing employees than 
would employers or supervisors? 

Einployee- customer relations are important to anyone employed in agri- 
cultural business occupations. The salesman's dealings with the customer 
are the most critical link in the chain of merchandising products. Ask 
the cl.ass to give reasons why their parents purchased one product over 
another, or at one business rather than another. Point out that many 
products are purchased because the buyer appreciates the salesman's per- 
sonal traits tnd abilities. 

Ask the class, "What agricultural commodities tend to be sold on the 
strength of the dealer's reputation? Tfliy?" Suggert factors which 
influence the need for strong personal commitment between the buyer and 
the seller of the product. How does the salesman's age and knowledge of 
the product affect the personal relations between the sales eii 5 )loyee and 
the customer? Why? 

If two products have almost identical technical properties, the reason 
one sells and the other does not may be due to the salesman. 

Product information and sales are beamed toward the personal needs of 
customers. During a sale, product information should be made directly 
applicable to the personal needs of the potential customer. Ask the 
students to list human needs of every person. 

A. H. Maslow, as a "preface to motivation theory," has listed hxjmen 
needs from the most biological to the most social: 

1. Those needs which are essential to sustaining life itself: 
needs for air, food, water, warmth, etc. 

2 . Those needs which are related to maintaining the physical 
safety of the individual, such as the need for defense against 
physical attack 

3 . The need to be loved, cherished, and aided by others 

4. The need for esteem: the need to have worth and value as an 

individual, to respect and value oneself because one is 
respected and valued by others 

5 . The need for self-realization: the need to be creative and 

productive, to cope with life effectively, to work for and 
attain worthwhile objectives 

This module may be introduced by viewing the 3^mm sound filmstrip, 

"Your Attitude is Showing." 
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Congetencies to be Developed 

I. To identify particular occupations which offer the most proiifc - 
ising employment opportunities for a paxticular person 

Te^h^_^^ar^ion 
Subject Matter Content 

Develop the idea that understanding people means being able to 
differentiate among the many beliefs, attitudes, and abilities 
which different persons have. People may look alike, but their 
though uS ard actions differ. 

Discuss with the students the personal attributes neei^ed by 
einployees before they will be accepted as suitable individuals 
by their employers. VThat is meant by such terms as honesty, 
loyalty, cooperation, etc.? Have them devjlop 5n their minds 
indi victuals they know who possess these qualities. Are these 
qualities lacking in certain business employees with whom they 
are fami.liar? 

In addition to being able to identify various degrees of charac- 
teristics in people, prospective agriculture business employees 
need to understand that all behavior is caused by something. 

Why do persons cheat? Steal? Why do people help their neigh- 
bors? 

We should defer judging other people's behavior until we have 
some understanding of the reasons for their behavior. A direct 
application of this principle would be an enqoloyee who has 
difficulty getting along with another employee. An employee 
should attempt to xmder stand why the other person behaves as he 
does. Once the employes has this understanding, he will be more 
capable of adjusting to the individual. 

As an individual coi. iders his environment and himself, he 
begins to make plans for the future. A person who does not 
plan his career can expect to be more directly influenced by his 
environment than the person who examines the various directions 
for his future and sets a goal. Many times a student can set 
his goal and change the environment to fit his objective more 
directly. 

Consequently, we see students beginning to form habits and 
taking on definite personality characteristics. Teachers are 
in key positions to assist their pupils in evaluating their 
past experiences and present attitudes, and in projecting 
changes in them toward career development. 
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Test information provides a guide to career decision-making. 

It is only one of several sources of information. Others 
include parents* attitudes and personal considerations. Dis- 
cuss the purpose of giving the following tests when planning 
a career: 

The Aptitude Test 
Tests of Skills and Abilities 
Interest Inventory 
Personality Tests 
Intelligence Tests 

Consult with the guidance counselor in the school system. 

Con5>ile a folder for each student which contains test results 
and prepare an interview for each student with the guidance 
person . 

After helping each student evaluate himself, the next step is 
the identification of occupations which offer prospective 
en5)loyment for that particular student. 

Several films are listed i.i the references which offer a general 
description of career opportunities in agriculture. 

Career information pamphlets are available from colleges of 
agriculture, which describe opportunities for young persons in 
agriculture. These pan5)hlets are listed in the references. 

Place the following information in chart form on the chalk- 
board. The relationship between education and income is a dra- 
matic one. 

Median Annual Income for Male Persons, Fourteen Years Old 

and Over 

(Based on I96I earning levels) 

Amount of Education Me dian Income 

$2,090 
3,452 
3,865 
5,052 
5,246 
7,261 
7,691 



Less than 8 years 
8 years 

1-3 years of high school 
4 years of hi^ school 
1-3 years of college 

4 years of college 

5 or more years 
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Present an outline of an occupational brief to the students. 

The following is an exan^le: 

Job title 

Basic qualifications (sex, age, marital status, military- 
status ) 

Physical qualifications (health, travel, etc.) 

Personal qualifications (interests, abilities) 

Skills, knowledge, and abilities required 
Wage, hours, conditions of work, en 5 )loyee benefits 
Avenues of entry and promotion 
Educational and training requirements 

Several of the listed references provide forms for evaluating 
careers in agriculture. 

Information about careers is available from several sources: 

1. Your public or school library 

2. Interviewing friends, relatives, neighbors 

3. Personal visits to place of work 

4. Observation of the Jobs around you 

5. Newspaper ads 

6. Classes in occupations or social studies 

7. Interviews in public employment offices 

8. See vocational films 

9. Send for government bulletins 

Invite the local, employment security officer to speak to the 
class to give information about his duties arid the kinds of 
information which may be ecured from his office. 

Suggested Teaching- Learning Activities 

Ask the students in what ways the following factors could limit 
employment opportunities : 

Physical condition (health and age) 

Personal and home life (attitudes and beliefs) 

Past experiences (school and work) 





Students may want to rate themselves on the following person- 
ality traits* Have the students ask themselves if they always, 
usually, or never have these personality traits: 

Desirable Personality Traits 

Accurate Conscientious Loyal 

Agreeable Dependable Mature 

Appreciative Energetic Patient 

Alert Enthusiastic Realistic 

Careful Efficient Responsible 

Confident Honest Tactful 

Cooperative Kind Tolerant 

Objectionable Personality Traits 

Antagonistic Greeay Sensitive 

Argument ive Inattentive Sulky 

Artificial Militant Timid 

Boastful Moody Untrustworthy 

Critical Rebellious Vague 

Defensive Sarcastic Vulgar 

Domineering Selfish Vicious 

Ask the students to consider the following factors which affect 
their opportunity for en5)loyment : 



Attitudes 

Beliefs 

Character 

Coordination 

Education 

Gracefulness 

Hobbies 

Interests 



Knowledge 
Mental abilities 
Past experiences 
Physical condition 
Reaction speed 
Skills 
Skin color 
Skin disorder 
Speech impediment 



Prom this exercise, students should be able to make up a 
"Personal Data Sheet." Forms for a data sheet vary. from 
reference to reference. General categories mi^t be: 



Personal information 
Job objective 
Education 
Work Experience 
References 



Discuss with the students how the above personality traits and 
characteristics can influence their employment and chances for 
success. Point out that he, the student, is the only person 



8 



who can change these traits and characteristics. Such a person- 
ality profile shouQ.d delineate those factors that will help or 
hinder the student in seel^ing ewployment . 

Present the following on the chalkboard. Show how enployee 
satisfaction is a direct result of matching employee needs with 
occupational expectations . 



Satisfaction 
Employee or 

Dls9atlsfactlon 

For example 9 a person who likes to be with people , who is 
friendly and likes to discuss ideas » should not plcui to become 
a truck driver. Why not? 

Ask the students to list occupations that would be acceptable 
to an extrovert or to an introvert. 

Ask the group to rate various volunteer members in the class on 
some personality test items . Compare the group * s rating with 
the individual member's score. Point out that friends, relsr* 
tives, and associates evaluate one's personal traits and charac- 
teristics. What other people think of you is going to have more 
influence than what you think of yourself. This has impli- 
cations for ways to maintain morale in a work force. 

Discuss the meaning of a person's "need-disposition." Do you 
think that a person who has always wanted to be a bookkeeper 
would be happy being a salesman in a feed store? Why? 

Before the students go out on their occupational experiences, 
ask them to select occupations which are most likely to require 
their most outstanding abilities. These should be the job 
descriptions which offer prospective employment. 

After the occupational experience on the job is conpleted, 
classify the discrepancies found between the requirements of 
the job and the student's qualifications for the job. 

Ask the^ students to write a personality sketch of themselves 
and a job description of the position that they would like to 
* be in ten years from now. 



An Employee's Disposition 

and Needs 

^ result 

The Job — — — 

Ewpectations 



o 
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Below is a pyramid on building career success. It is 
suggested that this chart be duplicated, drawn on the chalk- 
board, or shown to the class with an opaque projector. Discuss 
with the class the sequence of events that lead to career 
success . 



Results 



Job 

Analysis 



First 

Step 



Building Career Success 
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